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BANNER CONTEST 

Due to the volume of business put over 
the books last month, and the necessity 
of a very close check on the final results 
before announcement of the Banner 
Prize Winners can be made, we are un¬ 
able to carry this “news” in this issue. It 
will be given due prominence next month. 


A word relative to the method of 
figuring the standings as shown on the 
last page with the Managers’ pictures. 

This is figured on machines billed. 
Many of the offices closed with an ex¬ 
traordinary spurt the last few days of 
August and were unable to get in their 
full billing. This, although having no 
affect on their place in the Banner Con¬ 
test, which of course will be figured on 
accepted orders, will affect their position 
among the managers’..standings. 

They will, however, get credit for this 
excess billing this month which will even 
things up. 


WESTERN DIVISION CONTEST 
STILL ON FOR PRESIDENT’S CUP 

The contest for the President’s Cup in 
the Western Division is still waiting for a 
“three hit” man. 

Mr. J. R. Ronicker, Manager of the St. 
Paul Office is the worthy possessor of the 
cup during the month of September, com¬ 
ing into first place in his division for 
August. 

Every manager in this division has a 
fighting chance to win this cup. Two 
managers each have both legs on it re¬ 
quiring only one leg more to carry off 
the prize, but each month a “dark horse” 
has been taking the lead. 

The standing at the end of August is as 
follows: 

Western Division 

August, 1922 

J. R. Ronicker, St. Paul Branch, 1 st Leg. 
July, 1922 

L. E. White, Omaha Branch, 1st Leg. 
June, 1922 

J. W. Mann, Atlanta Branch, 1st Leg. 
May, 1922 

J. H. Lattuille, Birmingham Branch, 
1st Leg. 

April, 1922 

J- H. Hinck, Jacksonville Branch, 2d Leg. 
March, 1922 

J. H. Hinck, Jacksonville Branch, 1st Leg. 
February, 1922 

C. V. Mills, Des Moines Branch, 2d Leg. 
January, 1922 

C. V. Mills, Des Moines Branch, 1st Leg. 
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December, 1921 

C. E. F. Russ, Portland, Ore., Branch, 
1st Leg. 

November, 1 92 1 

G. L. Smith, Los Angeles Branch, 1 st Leg. 
Western Division Again Leads 
The Western Division again came into 
the lead for the month of August making 
it three times in succession. 

Wolfe of Youngstown in First Place 
in the Central Division 

A. J. Wolfe, Manager of the Youngs¬ 
town Office came up to first place in his 


division from twelth position in July. 
Fitzgibbon of Bridgeport in First Place 
in the Eastern Division 
J. B. Fitzgibbon, Manager of the 
Bridgeport office has stepped into the 
lead in his division for the month of 
August. Mr. Fitzgibbon is a new man¬ 
ager in this division and is to be com¬ 
plimented for having attained this positon 
in such a short time. 

Second and Third Place Men 
Following their leaders in each divi¬ 
sion : 


J. H. Lattuille, Manager of Birming¬ 
ham, Alabama, second place, and A. C. 
Reed, Manager of San Antonio, Texas, 
third place in the Western Division; F. 
L. Gallup, of Buffalo, N. Y., second place 
and W. A. Partee, Manager of Peoria, 
Illinois, third place in the Central Divi¬ 
sion; F. Herwitz, Manager of Providence, 
Rhode Island, second place, and E. M. 
Janswick, Manager of New Haven, Con¬ 
necticut, third place in the Eastern Divi¬ 
sion. 


Apologies to G. L. Smith, Los Angeles, 
California 

For the months of July and August the 
name of G. L. Smith was erroneously 
left out of the standing of the Western 
Division. He was the first man to win a 
leg in his division back in November, 
1921, and we make humble apologies to 
'Mv.~3itiithTor the omission. - — 


BUYING BOOM BEGINS 

The banks report the beginning of a 
buying boom. 

Periods of reduced consumption are 
invariably followed by a replenishing 
wave. Curtailment preceded the present 
increasing freedom of buying according 
to the same economic laws under which 
lavishness is followed by curtailment. 

Stocks get low; then when business re¬ 
vives, as it has lately, buying commences. 
It gains great rapidity in some lines and 
prices are apt to rise. Then there is pur¬ 
chasing beyond normal requirements to 
make up for the period of depression. 

When machinery is worn out but not 
replaced, when stocks get too low for 
most profitable operations, the reaction 
is toward heavy buying in anticipation of 
returning prosperity. 

Typewriters follow general conditions 
very surely and positively; that is, if there 
is a real value and reputation back of 
them, such as the Royal possesses. But, 
of course, there must be a wide-awake 
sales organization. You can sleep on the 
top of a chest of gold, and you can sleep 
through any opportunity—if you are so 
disposed. 

Buying among both small and large 
users of typewriters is becoming more 
active. The undercurrent of a strong de¬ 
mand is being felt. Typewriters have 
been worn out and when they are to be 
replaced most people want to replace 
them with the best. This looks like a 
Royal opportunity. 

August was one of the best months 
most offices have had. September ought 
to be better! 
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THE MAN WHO WROTE “THE 
GO-GETTER” 


It is a pleasure and a privilege to in¬ 
troduce to our readers Mr. Peter B. Kyne, 
the man who wrote ‘‘The Go-Getter.'’ 

Back in November, 1921, a copy of 
this story was sent by Sales Manager Clos- 
son to each branch manager with word 
to read it and pass it around to his sales¬ 
men. This wonderful red-blooded he- 
man sales classic acted as a stimulus 



among our men spurring them on to 
greater effort to bring in blue vases in 
the form of big sales quotas. Our men 
throughout the organization adopted with 
one accord the motto of Peck in the story 
‘‘It Shall Be Done.” 

It is also a source of pride to us that 
a “Go-Getter” of Mr. Kyne’s calibre has 
seen to it that “The Go-Getter of type¬ 
writers, the “Royal,” is part of his equip¬ 
ment. 

We are able to use this photo by the 
courtesy of the “Los Angeles Examiner. 


A ROYAL HERO 
By Harry D. Cash man 

When the mammoth steel girders and 
huge blocks of concrete which formed the 
roof crashed into the pit of the Knicker¬ 
bocker Theater at the National Capital 
early this year they crushed the life from 
one of the original Royal One-A-Day 
honor roll men. Howard G. Knessi was 
the unfortunate victim. But his friends 
in the Royal ranks may temper regrets 
with the knowledge that he died a hero. 

Mr. Knessi sat with his wife in the rear 
of the great moving picture place. The 
roof crumbled first at the front of the 
house directly over the orchestra and then 
gave way its entire length. Mr. Knessi 
jumped from his seat at the first sign of 
danger, dragging Mrs. Knessi along with 
him. He managed to draw her clear and 
throw her against the rear wall, barely in 
time to escape the worst of the wreckage 
that struck him down to his death. In 
the big moment his first thought was for 
his wife and he gave his life that hers 
might be spared. "Greater love hath no 
man.” 

Mrs. Knessi was pinned for hours within 
a few feet of where he lay lifeless. When 
rescuers dug her from the debris she was 
grievously hurt and unconscious. She 
still is in a hospital suffering from shock 
and many physical hurts. 

At the time of his death Mr. Knessi 
was vice-president of the Semmes Motor 


This advertisement to appear in the following magazines: 


Schedule 

Saturday Evening Post 
Literary Digest 
American Magazine 


Issue 
Oct. 14 
Oct. 14 
November 


Appearance 
Date 
Oct. 12 
Oct. 11 
Oct. 16 




SERVICE DEPARTMENT CONTEST 
FOR JULY 


Washington Again Leads 


The Washington office again leads in 
the Service Department Contest for the 
month of July. This branch held first 
place for the month of June and is still 
going strong. It is evident that it will 
require full speed ahead for the others to 
keep in its wake. Mr. A. R. Williams, 
foreman, is to be congratulated on this 
fine showing. 

Kansas City came up from fifth posi¬ 
tion to second. 

Boston again made third place. 

Mr. L. W. Walker, foreman of the 
Kansas City office and Mr. H. E. John¬ 
son, foreman of Boston, are to be con¬ 
gratulated. 

Below is a list showing the standing 
of the various offices: 


H here is a true Aristocracy in 

__|all the works of man, some 

being flimsy and poor and others 
good and satisfying. 

The Royal Typewriter is so 
called because it is Royal; Royal 
by the best right and title-that 
of Quality. 

The true meaning of Aristoc¬ 
racy is'the rule of the best.’ 

And in the only true Aristoc¬ 
racy-the Aristocracy of Achieve¬ 
ment -the best is the Royal. 

ROYAL TYPEWRITER COMPANY, INC. 

364-366 Broadway, New York 

Branches and Agencies the World Over 

“Compare the ToorJi 


I —Washington (4*) I (—Buffalo (2») 

2—Kansas City (6*) 12—Dallas 
3 Boston (7*) 13—St. Louis (I*) 

4— Chicago (7*) 14—Atlanta (2*) 

5— Minneapolis (4*) 15—New York (1*) 

6— Pittsburgh (6*) 16—Philadelphia (3*) 

7— New Orleans (2*) 1 7—Baltimore (3*) 

8— Hartford (2*) 18-San Francisco 

9— Cleveland (7*) 1 9—Indianapolis (1*) 

10 —Cincinnati (6*) 20—Detroit (3*) 

21—Los Angeles 


STANDING OF BRANCHES IN DIVI¬ 
SION No. 2 


Harrisburg in First Place for July 


The Harrisburg office is back to first 
place for the month of July. For the 
month of May this branch held this posi¬ 
tion. dropping to twelfth place for June 
but came back in fine form. Mr. R. W. 
Beckley, foreman, deserves special men¬ 
tion for bringing his office back to its own. 

Akron came in second, Peoria third, 
coming up from forty-eighth place. 

Mr. N. Wansor, foreman of the Akron 
office and Mr. W. J. McKeown, foreman 
of Peoria, are to be congratulated. 



TYPEWRITERS 


Company, which handles Dodge Brothers 
cars in Washington. Although he left 
the Royal forces several years ago he re¬ 
tained allegiance and had his offices 
standardized with Royals. And in his 
desk he kept a copy of the old Royal 
Standard, which he proudly exhibited to 
show his name on the One-A-Day roster. 


We see the foaming brook with com¬ 
punction; if our own life flowed with the 
right energy we should shame the brook. 
—Emerson. _ 

The pleasure of life is according to the 
man that lives it and not according to the 
work or the place.—Emerson. 


While you are off picking pond-lilies 
some one must spread the sandwiches.— 
E. W. Helms. 


No matter what the present course of 
events, let no man think that God and 
justice are not fully equal to this emer¬ 
gency.—Newell Dwight Hillis. 


Below is a list showing the standing of 
the various offices: 

1— Harrisburg (6*) 23—Portland, Me. (2*) 

2— Akron (4*) 24—Seattle (I*) 

3— Peoria (3*) 25—Little Rock 

4— Reading (1*) 26—Dayton (3 4 ) 

5— Worcester (1*) 27—Memphis (1*) 

6-New Haven (5*) 28—Toledo (I*) 

7— Albany (2*) 29—Charleston (3*) 

8— Providence (3*) 30-Erie (1*) 

9— Portland. Ore. ( I *) 3 I—Richmond (I*) 

Springfield, Mass. 32—Rochester (I*) 

(2*) 33—St. Paul (I*) 

10— Denver (3*) 34-Scranton 

11— South Bend (I*) 35—Evansville (I*) 

12— Jacksonville (1*) 36—Fresno (4*) 

13— Bangor (I*) 3 7—Norfolk (1*) 

Rockford 38—Youngstown (1*) 

|4—Louisville (5*) 39-Birmingham (2*) 


I 5—Milwaukee ( I *) 

I 6-Springfield, 111. 

(4*) 

17— Columbus (6*) 

18— Bridgeport (2*) 

19— Oakland (3*) 

20— Omaha (4*) 

21— Duluth (2*) 

22— Des Moines 


40—Davenport 
4 I—Kalamazoo 

42— Johnstown (4*) 

43— Newark (2*) 

44— San Antonio 

45 -Sioux City 

46 -Grand Rapids 

4 7—Houston 

48—Waterbury 


49—Allentown 

TO INCREASE NETS—INCREASE 
EARNINGS. 
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IN PASADENA 


The Anderson Typewriter Company of 
Pasadena, Cal., exhibit the Royal in this 
striking window display. Co-operating 
with Mr. J. H. Page, dealer at Los Ange¬ 


les, they look after business in a very ag¬ 
gressive and practical manner. 

Mr. Anderson, the proprietor, visited 
the Royal home offices in New York dur¬ 
ing July, spending several days with us 


Optimist—“How far can a dog go into 
the woods?” 

Pessimist—“Why, all the way in, to 
be sure.” 

Optimist—“No, for when he is half 
way in, he begins to come out.” 


as well as paying a visit to the factory at 
Hartford, Conn., and the “dope he 
gathered there will no doubt be of excel¬ 
lent value to his future Royal work. 


We are very pleased to have had the 
pleasure of Mr. Anderson’s company for 
even so short a time, and wish him con¬ 
tinued success with his Royal dealership. 


A motor-car and a wife cost more for 
upkeep than one anticipates, but they help 
over many roads and they sweeten exist¬ 
ence. Their idiosyncracies may always 
be traced to man’s misunderstanding of 
their complicated mechanism.—Selected. 


“THE ROYAL WAY” 

One of the principal reasons for the 
success of Mr. K. W. Hofer in Royalizing 
Manhattan, Kans. (he co-operates with 
Mr. R. G. Nichols, Topeka, dealer in that 
territory), is the fact that he renders such 
service to Royal users that they tell him 
how much they appreciate it—and in 
terms of testimonial letters, which Mr. 
Hofer never fails to use to advantage. 

From the office of the president of the 
Kansas State Agricultural College, Miss 
Esther Fayman, secretary, writes to Mr. 
Hofer: 

“Dear Mr. Hofer: I am so pleased 
over the way you have cleaned my ma 
chine that I want to put my thanks down 
in black and white. You must have said 
some magic words over it, too, for it, 
nearly rivals the new silent Royal—it 
does not seem to make as much noise as 
it did before it was cleaned. 

“Let me know the delivery charges and 
I shall be glad to pay them. Thanks 
again.” 

Adding some pointed words of his 
own, Mr. Hofer promptly circularized this 
tribute to his Royal Service, and as a 
postscript to his circulars, he adds the 
slogan: 

“GO THE ROYAL WAY—THE 
ONLY WAY.” 


Never lose heart over a mistake. If 
the best men’s faults were written on their 
foreheads, many men would pull their 
hats over their eyes.—From the Gaelic. 


J. ROYAL RICHEY 

Mr. J. Royal Richey requires no in¬ 
troduction to most of our readers. How¬ 
ever, we asked him for some photographs 
for use in our new Dealers’ Supplement, 
and he comes back with the reminder that 
“there are plenty of my pictures ‘round 



that office now,” which we find to be the 
case, having used some of them in issues 
of the Royal Standard some time ago. 


One of these photographs, a good like¬ 
ness, too, is reproduced herewith, and 
Mr. Richey is at present the whole staff 
of “J. Royal Richey, Royal Dealer, Bur¬ 
ley, Idaho.” 

He asks us to state that J. Royal is still 
at it, after twelve years with the Royal, 
and that he likes his job. 
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MERRILY 
IT RUNS ALONG 

That’s the only way 
to describe the light¬ 
running, quiet-running 
Royal Typewriter. 

At least that’s what 
stenographers say. 

(Dealer’s Name Here) 

“Compare the COorkS 

MYAl 
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Dealer 

Advertising 

THE ADVERTISEMENTS 
ON EACH SIDE OF THIS 
COLUMN WERE ESPE¬ 
CIALLY DESIGNED FOR 
THE USE OF DEALERS 
FOR NEWSPAPER ADVER¬ 
TISING, TWO COLUMNS BY 
EIGHT INCHES. THEY 
ARE TWO OF A 
SERIES OF TEN, AND IN 
EACH CUT THERE IS A 
SPACE MORTISED FOR 
THE DEALER'S NAME, 
ADDRESS AND TELE¬ 
PHONE NUMBER TO BE 
INSERTED IN TYPE. 
DUPLICATES OF THESE 
ADVERTISEMENTS WILL 
BE SENT FREE UPON 
REQUEST. ADDRESS 
ADVERTISING DEPART¬ 
MENT, ROYAL TYPE¬ 
WRITER COMPANY, INC., 
364-366 BROADWAY. 
NEW YORK CITY. 



You have made up your 
mind about most things 


'■tfr. 


Have you made up your mind 
which is the best typewriter ? 

There is a best, and it’s the light¬ 
running, quiet-running Royal. 

But do you know why ? It might 
be valuable information to have, 
and the quickest way to get it is 
from the machine itself. Ask for a 
Royal demonstration. Then— 
compare the work! 

(Dealer’s Name Here) 


‘Compare the iJOorhS 

ram 
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ANOTHER ROYAL CAR 

Mr. T. J. Hocking literally covers the 
entire state of Montana for the Royal, as 
in addition to maintaining sub-agencies 
in the more important towns, his repre¬ 
sentatives travel the country territory in 
the closed car pictured herewith for the 
purpose of delivering Royals and render¬ 
ing Royal Service on the road. 

The gentleman on the right in both 
pictures is Mr. T. G. Turner, manager of 
the Butte office, who visits the various 
sub-agents regularly, supervising their 
Royal activities and pepping up the 
organization generally. 

His companion in one picture is Mr. 
J. M. Bailey, manager for Mr. Hocking 
of the Glasgow, Montana, headquarters; 
in the other, Mr. George Farries and his 
son, Willis Farries. Mr. George Farries 
is sub-dealer at Williston, S. Dak., a 
corner of which state is also included in 
the Montana territory, while his son 
handles the service and repair end of the 
business. 

Mr. Hocking finds this car a highly 
efficient factor in operating throughout 
his territory, enabling his representatives 
to visit sub-dealers with regularity and to 
demonstrate in towns which are not so 
easily accessible to his dealers. The back 
seat of the car is arranged to hold two 
Royals, one a Quiet Model and the other 
a Standard, besides which the car carries 
a complete stock of parts, tools and sup¬ 
plies for upholding the Royal Standard of 
Service. 


THE RETORT COURTEOUS 


THE R OY A 


A ROYAL ACE 


august roll of honor 

Dealers’ sales for August reached 
ver y gratifying volume, and a special 
feature of the month’s record was the 
performance of the Roll of Honor leader, 
Mr. Harry Storr of Raleigh, N. C. 

During the proverbial hot weather 
slump this dealer made a sales record of 
over 250 per cent, of his quota, and when 
we consider that business in his territory 
is dependent to a large degree on cotton, 
and has a habit of sitting tight until the 
situation in that commodity is cleared for 
the season, Mr. Storr’s achievement seems 
all the more remarkable. 

We look to aggressive dealers all over 
the country to redouble their efforts not 
only toward the normal increase of busi¬ 
ness which the first Fall month will offer, 
but to multiply that business by sheer 
hard work, which no local depression due 
to cotton crop, strike or accident can 
withstand. 

And September is the month for school 
sales! 

The following list of dealers is rated 
according to percentages of sales over 
monthly quota. 


No. 1 

H. S. STORR CO. 
Raleigh, N. C. 


H. S. Storr 


No. 2 

OFFICE SPECIALTIES 
COMPANY 
Fargo, N. D. 

J. E. Gaffaney 


The sales force of the Southern Type¬ 
writer & Supply Company, Shreveport, 
La., boasts a "cub” who is sure one 
bright youngster. Mr. Schroth, proprie¬ 
tor, tells a good story on one of our 
competitors, scored by this "cub.” 

The competitor, selling a machine with 
speed records, remarks to the Royal 
salesman: 

"You surely know which is the best 
typewriter, at least you ought to.” 

"Certainly, 1 do,” says the Royal man, 
"and the remarkable part of it is that 
the Royal does not cost the customer a 
cent more.” 

The rest of the Royal sales force in 
Shreveport promptly appropriated this 
truthful quip for their own purposes, and 
Mr. Schroth reports that it has been used 
many times to excellent advantage. 

Mr. Schroth also contributes a little 
wisdom from his own experience: 

"I find that this simon-pure, hide¬ 
bound operator of any other typewriter 
can be more easily convinced on the qual¬ 
ities of the Royal than any other.” 


BANCROFT PUTS ONE OVER 

Answering the challenge made by the 
Pound & Moore Company last month to 
better their record of Royalizing the town 
of Belmont, N. C., Mr. H. G. Bancroft 
of York, Pa., whose name will be famil¬ 
iar from frequent mention on the Roll of 
Honor, submits a sample of his Royal 
success: 

“In an office building in my territory, 
on a certain floor, the - Type¬ 

writer Company have their office. On 
this floor there are seven offices, includ¬ 
ing the - office. Each of the 

other six offices are Royal users.” 


We hope at some time in the near ( 
future to devote an entire page of the 
Dealers’ Supplement to the pictures and 
data concerning the activities of Mr. J. 
H. Page and his Royal sub-organization 
in Southern California. That is what his 
dealership practically amounts to, with 
the corps of live wires which Mr. Page 
from his headquarters at Los Angeles has 
gathered around him in the various 
towns in his territory, and the monthly 
sales record from that territory is certainly 
something to be proud of. 


For the present, we are able to intro- 
auce Mr. Page himself herewith, and in 
another article one of his sub-dealers, Mr. 
Anderson of Pasadena. Mr. Page keeps 
in constant touch with the boys all over 
his territory, and manages to transmit 
some of his own "pep” to each of them, 
materially increasing Royal sales in that 
part of the country. 

We depend, and not in vain, on Mr. 
Page’s valuable assistance each month, 
and look with pride on the ever increas¬ 
ing success of this Ace of Royal Dealers. 




\V. A. Beach 



H. J. Smith 



H G. Bancroft 



No. 3 

GRAHAM & WELLS 
Corvallis, Ore. 


No. 4 

R. G. NICHOLS 
Topeka, Kans. 


No. 5 

W. A. BEACH 
PPINTING COMPANY 
Sioux Falls, S. D. 


No. 6 

H. J. SMITH TYPE¬ 
WRITER EXCHANGE 
Parkersburg, W. Va. 


No. 7 

F. L. PATTY 
Austin, Texas 


No. 8 

H. G. BANCROFT 
York, Pa. 


No. 9 

ROY A. DAVIS 
Colorado Springs, Col. 


No. 10 

JOPLIN TYPEWRITER 
EXCHANGE 
Joplin, Mo. 
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THE ROYAL IN MEXICO 




The growth of the Royal organization 
in Mexico has been very striking indeed, 
as can be clearly seen by a comparison 
of photograph No. 1, which shows the 
office which M. E. Raya & Co. Sues., 
S. A., our dealer for that territory occu¬ 
pied at the time of their appointment in 
1918, and photograph No. 2, which 
shows the beautiful build¬ 
ing at 16 de Septiembre 
37, now occupied by that 
company. Not only has 
the growth of their busi¬ 
ness made it necessary to 
enlarge their offices as 
above shown, but they 
have also had to increase 
the personnel and capital 
considerably in order that 
their plans might be prop¬ 
erly carried out. 

The company has re¬ 
cently been reorganized 
with a capital of $250,- 
000, and considerably 
strengthened from a sales 
viewpoint by the addition 
°f Mr. Ralph Cabanas to 
their executive staff. Mr. 

Cabanas is one of the best 
known and office equip¬ 
ment men in Mexico. He 
left a connection with one 
°f the most prominent 
competitors in that field 
join his efforts with Mr. 
a ya. This combination 
b *cked up by the new 
^ganization which has 
be en formed will we feel 


No. 3 


positive dominate the entire typewriter 
field in that country. 

Photograph No. 4 shows Mr. M. E. 
Raya himself, and photograph No. 5 his 
most prominent sub-dealer, Mr. Julio 
Garza, who has his headquarters at Mon¬ 
terrey. Mr. Garza has been with the 
above company since the time of their 
appointment, and is a 
very valuable and high¬ 
ly esteemed part of their 
organization. 

Photograph No. 3 
shows the personnel of 
Mr. Raya’s office, that 
gentleman himself seated 
in center of the group. 

In some of our previous 
issues of the Royal Stand¬ 
ard we have published 
articles describing the 
various unique methods 
that M. E. Raya & Com¬ 
pany have used in adver¬ 
tising the Royal in their 
territory. In addition to 
this they are constantly 
intensifying their efforts 
along the lines of per¬ 
sonal selling and organ¬ 
ization. We look for¬ 
ward confidently to the 
future development of 
our mutual business in 
Mexico. 
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